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¼³ñáõÑÇ ì²ð¸²äºîÚ²Ü 
ºñ¨³ÝÇ å»ï³Ï³Ý Ñ³Ù³Éë³ñ³Ý 

 

²Ü¶ÈºðºÜ ¶àðÌ²ð²ð Ü²Ø²ÎÜºðÆ ´²è²ä²Þ²ðÆ àôêàôòàôØÀ  

ì²ðÄàôÂÚàôÜÜºðÆ ØÆæàòàì 

 
îíÛ³É Ñá¹í³ÍáõÙ ùÝÝ³ñÏíáõÙ ¿ å³ßïáÝ³Ï³Ý-·áñÍ³ñ³ñ ÷³ëï³ÃÕÃ»ñÇ á×Ç 

ï³ñ³ï»ë³Ï Ñ³Ý¹Çë³óáÕ ·áñÍ³ñ³ñ Ý³Ù³Ï³·ñáõÃÛ³Ý µ³é³å³ß³ñÇ áõëáõóáõÙÁ 

µáõÑ»ñÇ ïÝï»ë³·Çï³Ï³Ý ý³ÏáõÉï»ïÝ»ñáõÙ áñå»ë §ԳáñÍ³í³ñáõÃÛáõÝ ûï³ñ 

É»½íáí¦ ³é³ñÏ³ÛÇ µ³ÕÏ³óáõóÇã Ù³ë: àõëáõóÙ³Ý ·áñÍÁÝÃ³óáõÙ ÏÇñ³éíáÕ í³ñ-
ÅáõÃÛáõÝÝ»ñÇ ï»ë³ÏÝ»ñÝ áõÕÕí³Í »Ý ïÝï»ë³·Çï³Ï³Ý µ³é³å³ß³ñÇ Ó¨³íáñÙ³ÝÝ 
áõ Ñ³ñëï³óÙ³ÝÁ, ³é¨ïñ³ÛÇÝ áÉáñïÇ ·áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñ Ï³½Ù»Éáõ ÑÙïáõÃÛáõÝÝ»ñÇ 
½³ñ·³óÙ³ÝÁ ¨ ¹³ë³í³Ý¹Ù³Ý ³ñ¹ÛáõÝ³í»ïáõÃÛ³Ý µ³ñÓñ³óÙ³ÝÁ: ¶áñÍ³ñ³ñ É»½íÇ 
å³Ñ³ÝçÝ»ñÇÝ Ñ³Ù³å³ï³ëË³Ý Ý³Ù³ÏÇ Ó¨³Ï»ñåáõÙÁ å³Ñ³ÝçáõÙ ¿ ·áñÍ³ñ³ñ 
ï»ñÙÇÝÝ»ñÇ, Ï³Õ³å³ñ³ÛÇÝ µ³é³Ï³å³ÏóáõÃÛáõÝÝ»ñÇ, ù»ñ³Ï³Ý³Ï³Ý ¨ ÇÙ³ë-
ï³µáí³Ý¹³Ï³ÛÇÝ Ï³éáõÛóÝ»ñÇ ËáñÁ ÇÙ³óáõÃÛáõÝ: ²é³ç³ñÏíáÕ í³ñÅáõÃÛáõÝÝ»ñÇ 
ï»ë³ÏÝ»ñÁ ÑÇÙÝí³Í »Ý ·áñÍ³ñ³ñ µ³é³å³ß³ñÇÝ Ñ³ïáõÏ ÇÙ³ëï³ÛÇÝ, µ³-
é³Ï³½Ù³Ï³Ý ¨ ß³ñ³Ï³ñ·³ÛÇÝ ³é³ÝÓÝ³Ñ³ïÏáõÃÛáõÝÝ»ñÇ íñ³ ¨ ³å³ÑáíáõÙ »Ý 
·áñÍ³ñ³ñ Ý³Ù³Ï³·ñáõÃÛ³Ý ï»ë³Ï³Ý ¨ ·áñÍÝ³Ï³Ý ·Çï»ÉÇùÝ»ñÇ Ûáõñ³óáõÙ ¨ 
ëïáõ·áõÙ: 

´³Ý³ÉÇ µ³é»ñ. ·áñÍ³ñ³ñ Ý³Ù³Ï³·ñáõÃÛáõÝ, µ³é³å³ß³ñÇ áõëáõóáõÙ, í³ñ-
ÅáõÃÛáõÝÝ»ñÇ ï»ë³ÏÝ»ñ, ·áñÍ³ñ³ñ ï»ñÙÇÝÝ»ñ, ÇÙ³ëï³µáí³Ý¹³Ï³ÛÇÝ Ï³éáõÛóÝ»ñ, 
µ³é³Ï³å³ÏóáõÃÛáõÝÝ»ñ, µ³é³Ï³½Ù³Ï³Ý ³é³ÝÓÝ³Ñ³ïÏáõÃÛáõÝÝ»ñ 

 

²½³ï ßáõÏ³Û³Ï³Ý Ñ³ñ³µ»ñáõÃÛáõÝÝ»ñÇ å³ÛÙ³ÝÝ»ñáõÙ Ï³ñ¨áñ³·áõÛÝ 

¹»ñ ¿ Ï³ï³ñáõÙ ³Ý·É»ñ»Ý ·áñÍ³ñ³ñ Ñ³Õáñ¹³ÏóáõÙÁ, áñÇ ÙÇçáóáí Ñ³ëï³ï-

íáõÙ »Ý ÙÇç³½·³ÛÇÝ ³é¨ïñ³ÛÇÝ Ï³å»ñ ¨ ³ñ¹ÛáõÝ³í»ï ïÝï»ë³Ï³Ý Ñ³-

Ù³·áñÍ³ÏóáõÃÛáõÝ: ¶áñÍ³ñ³ñ Ñ³Õáñ¹³ÏóáõÙÝ Çñ³Ï³Ý³óíáõÙ ¿ Ý³¨ ·ñ³íáñ 

ËáëùÇª ·áñÍ³ñ³ñ Ý³Ù³Ï³·ñáõÃÛ³Ý ÙÇçáóáí, áñÁ Ñ³Ý¹Çë³ÝáõÙ ¿ å³ßïáÝ³-

Ï³Ý-·áñÍ³ñ³ñ ÷³ëï³ÃÕÃ»ñÇ á×Ç ï³ñ³ï»ë³Ï: à×Ç µÝáñáßÙ³Ý ÑÇÙÝ³Ï³Ý 

ÇÙ³ëï³ÛÇÝ µ³Õ³¹ñÇã ¿ Ñ³Ý¹Çë³ÝáõÙ µ³é³å³ß³ñÁ áñå»ë ·áñÍ³ñ³ñ µá-

í³Ý¹³ÏáõÃÛáõÝ Ñ³Õáñ¹áÕ É»½í³ÙÇ³íáñÝ»ñÇ ³ÙµáÕçáõÃÛáõÝ: 

êáõÛÝ Ñá¹í³ÍÇ ùÝÝáõÃÛ³Ý ³é³ñÏ³Ý ¿ ³Ý·É»ñ»Ý ·áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñÇ 

µ³é³å³ß³ñÇ áõëáõóáõÙÁ µáõÑ»ñÇ ïÝï»ë³·Çï³Ï³Ý ý³ÏáõÉï»ïÝ»ñáõÙ: ²é³-

ç³ñÏíáÕ í³ñÅáõÃÛáõÝÝ»ñÝ áõÕÕí³Í »Ý ³é¨ïñ³ÛÇÝ áÉáñïÇ ·áñÍ³ñ³ñ Ý³Ù³-

Ï³·ñáõÃÛ³ÝÁ Ñ³ïáõÏ µ³é³ÛÇÝ »ÝÃ³ß»ñï»ñÇ, Ñ³Ù³å³ï³ëË³Ý ïÝï»ë³·Ç-

ï³Ï³Ý µ³é³å³ß³ñÇ, Ï³Õ³å³ñ³ÛÇÝ µ³é³Ï³å³ÏóáõÃÛáõÝÝ»ñÇ ¨ Ûáõñ³-

ù³ÝãÛáõñ Ý³Ù³ÏÇ µ³ÕÏ³óáõóÇã Ù³ë Ï³½ÙáÕ ÇÙ³ëï³µáí³Ý¹³Ï³ÛÇÝ Ï³éáõÛó-

Ý»ñÇ áõëáõóÙ³ÝÁ ¹³ë³í³Ý¹Ù³Ý ·áñÍÁÝÃ³óáõÙ, áñÁ ÃáõÛÉ ¿ ï³ÉÇë áõë³ÝáÕ-

Ý»ñÇÝ å³Ñå³Ý»É Ý³Ù³ÏÝ»ñÇ Ï³½ÙÙ³Ý É»½í³Ï³Ý ¨ Ï³éáõóí³Íù³ÛÇÝ 

³é³ÝÓÝ³Ñ³ïÏáõÃÛáõÝÝ»ñÁ:  

ºÉÝ»Éáí Ù»ñ ¹³ë³í³Ý¹Ù³Ý ÷áñÓÇó ¨ ·áñÍ³ñ³ñ µ³é³å³ß³ñÇÝ Ñ³ïáõÏ 

ÇÙ³ëï³ÛÇÝ, µ³é³Ï³½Ù³Ï³Ý ¨ ß³ñ³Ï³ñ·³ÛÇÝ ³é³ÝÓÝ³Ñ³ïÏáõÃÛáõÝÝ»ñÇó, 

³é³ç³ñÏáõÙ »Ýù í³ñÅáõÃÛáõÝÝ»ñÇ ÙÇ ß³ñù ï»ë³ÏÝ»ñª áõëáõóÙ³Ý ·áñÍÁÝÃ³óÝ 

³ñ¹ÛáõÝ³í»ï ¹³ñÓÝ»Éáõ Ýå³ï³Ïáí:  

´³éÇÙ³ëïÇ Ý»ñÙáõÍÙ³Ý Ýå³ï³Ïáí ³é³ç³ñÏáõÙ »Ýù Match the words 

with the definitions í³ñÅáõÃÛáõÝÁ: àõë³ÝáÕÇó å³Ñ³ÝçíáõÙ ¿ ·ïÝ»É ë³ÑÙ³-
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ÝáõÙÝ»ñÇÝ Ñ³Ù³å³ï³ëË³ÝáÕ µ³é»ñÁ: ì³ñÅáõÃÛ³Ý ÙÇçáóáí áõë³ÝáÕÁ Ûáõ-

ñ³óÝáõÙ ¿ ï»ñÙÇÝÝ»ñÇ ³Ý·É»ñ»Ý µ³ó³ïñáõÃÛáõÝÝ»ñÁ, áñáÝù í»ñóí³Í »Ý Ù³ë-

Ý³·Çï³Ï³Ý µ³é³ñ³ÝÝ»ñÇó: Ü³Ëù³Ý í³ñÅáõÃÛ³Ý Ï³ï³ñáõÙÁ ³ÝÑñ³Å»ßï 

¿ Ý»ñÏ³Û³óÝ»É ï»ñÙÇÝÝ»ñÇ Ñ³Û»ñ»Ý Ñ³Ù³ñÅ»ùÝ»ñÁ: øÝÝ³ñÏ»Ýù Ñ³ñóÙ³Ý 

Ý³Ù³ÏÇ (Letter of Enquiry) µ³é³å³ß³ñÇ ÑÇÙ³Ý íñ³ Ï³½Ùí³Í Ñ»ï¨Û³É 

í³ñÅáõÃÛáõÝÁ: Ð³ñóÙ³Ý Ý³Ù³ÏáõÙ ëáíáñ³µ³ñ Ù³ïÝ³ÝßíáõÙ ¿ ³åñ³ÝùÇ ¨ 

Ýñ³ ³ñï³¹ñáõÃÛ³Ý Ù³ëÇÝ Ó»éù µ»ñ³Í ï»Õ»ÏáõÃÛáõÝÁ Ï³Ù ï»Õ»Ï³ïíáõÃÛ³Ý 

³ÕµÛáõñÁ, áñÁ ÑÇÙù ¿ Ñ³Ý¹Çë³ÝáõÙ ³ñï³¹ñ³ÝùÇ ÝÏ³ïÙ³Ùµ óáõó³µ»ñ³Í 

Ñ»ï³ùñùñáõÃÛ³Ýª å³Ñ³Ýç³ñÏÇ ¨ ³é³í»É Ù³Ýñ³ÏñÏÇï ïíÛ³ÉÝ»ñÇ Ñ³ñóÙ³Ý 

Ñ³Ù³ñ: àõëïÇ Ñ³ñóÙ³Ý Ý³Ù³ÏÝ ³Ù»ÝÇó Ñ³×³Ë áõÕÕí³Í ¿ å³ñ½»Éáõ ³Ý-

Ññ³Å»ßï ïíÛ³ÉÝ»ñ ³åñ³ÝùÇ ï»ë³Ï³Ýáõ, ·Ý»ñÇ, í×³ñÙ³Ý áõ ³é³ùÙ³Ý 

å³ÛÙ³ÝÝ»ñÇ í»ñ³µ»ñÛ³É, áñÝ ³ñï³Ñ³ÛïáÕ µ³é³å³ß³ñÝ ¿É Ñ»Ýó Ý»ñ³é-

í³Í ¿ Ñ»ï¨Û³É í³ñÅáõÃÛ³Ý Ù»çª  

 

1. delivery a. the conditions that people offer, demand or 

accept when they make an arrangement 

2. discount b. connected with goods that are bought in large 

quantities from producers and sold to retailers  

3. terms  c. the act of taking goods, letters, etc. to the 

people they have been sent to  

4. price list  d. the desire or need of customers for goods or 

services which they want to buy or use 

5. demand e. the selling of goods to the public, usually 

through shops 

6. advertisement f. a series of items indicated with the amount of 

money that you have to pay for  

7. retail  g. a public notice or announcement about a 

product, job or service  

8. wholesale h. reduced prices 

 

 (Key: 1.c 2.h 3.a 4.f 5.d 6.g 7.e 8.b) 

 

ì»ñáÝßÛ³É í³ñÅáõÃÛ³Ý Ù»ç Ý»ñ³éí³Í ó³ÝÏ³ó³Í ï»ñÙÇÝÇ ·áñÍ³ÍáõÃÛáõ-

ÝÁ ³Ùñ³åÝ¹»Éáõ Ýå³ï³Ïáíª ³é³ç³ñÏáõÙ »Ýù ³Û¹ µ³éÇ ß³ñ³Ï³ñ·³ÛÇÝ, 

³ÛëÇÝùÝª Ï³å³ÏóÙ³Ý ³é³ÝÓÝ³Ñ³ïÏáõÃÛáõÝÝ»ñÁ í»ñ Ñ³ÝáÕ í³ñÅáõÃÛáõÝ: 

ÀÝïñ»Ýù “discount”ª §½»Õã¦ µ³éÁ, áñÝ ³Ù»ÝÇó Ñ³×³Ë û·ï³·áñÍíáõÙ ¿ 

Ñ³ñóÙ³Ý (Letter of Enquiry), ³é³ç³ñÏÇ (Letter of Offer), å³ïí»ñÇ (Letter of 

Order), å³ïí»ñÇ Ñ³ëï³ïÙ³Ý (Letter of Order Acknowledgement) ¨ Ñ³ñóÇ 

¹ñ³Ï³Ý Ï³ñ·³íáñÙ³Ý (Letter of Adjustment) ·áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñáõÙ: 

“Discount” µ³éáí Ï³½ÙíáÕ µ³é³Ï³å³ÏóáõÃÛáõÝÝ»ñÁ Ñ³Ý¹Çë³ÝáõÙ »Ý ·áñÍ³-

ñ³ñ ï»ñÙÇÝÝ»ñ, áñáÝó ÇÙ³ëïÝ»ñÁ Ý»ñÏ³Û³óí³Í »Ý Ñ»ï¨Û³É í³ñÅáõÃÛ³Ý 

Ù»ç: ì³ñÅáõÃÛ³Ý å³Ñ³ÝçÝ ¿ ·ïÝ»É ë³ÑÙ³ÝáõÙÝ»ñÇÝ Ñ³Ù³å³ï³ëË³ÝáÕ 

ï»ñÙÇÝÝ»ñÁª Match the terms with the definitionsª 

 

1. trade discount a. a reduction in the price of goods offered to sb 

who buys a large amount; bulk or volume discount 
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2. cash discount b. a price reduction for a particular product in a 

shop 

3. quantity discount c. an amount of money taken off the usual price of 

goods or services when one company sells them to 

another company 

4. loyalty discount d. very much reduced in price; selling at a very low 

price 

5. special discount e. a price reduction that is offered if a buyer pays 

immediately or in cash 

6. frequency discount f. an amount of money taken off the usual price of 

goods or services when they are sold to a regular 

customer 

7. deep-discount g. a reduced price offered to advertisers who 

publish an advertisement a particular number of 

times during a certain period of time  

 

 (Key: 1.c 2.e 3.a 4.f 5.b 6.g 7.d) 

 

“Discount” µ³éÇ ß³ñ³Ï³ñ·³ÛÇÝ ·áñÍ³ÍáõÃÛáõÝÝ ³é³í»É ³ÏÝ³éáõ ¹³ñÓ-

Ý»Éáõ Ýå³ï³Ïáí Ý»ñÏ³Û³óÝ»Ýù ·áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñÇó ÙÇ ù³ÝÇ ûñÇÝ³Ïª 

1. For all the handbags we allow a trade discount of 35% and a further special 

discount of 5%, making 40% in all, on orders received on or before 31st May. 

2. On regular purchases of quantities of not less than 500 individual items, we 

would allow a trade discount of 33 %. For payment within 10 days from receipt of 

invoice, an extra discount of 5 % of net price would be allowed. 

3. We will gladly replace any pen found to be unsatisfactory, and on this 
particular batch are prepared to allow you a special discount of 5% to 
compensate for your inconvenience.  

ì³ñÅáõÃÛáõÝÝ»ñÇ Ù»Ï ³ÛÉ ï³ñ³ï»ë³Ï Ï³ñáÕ ¿ Ñ³Ý¹Çë³Ý³É ë³ÑÙ³-

ÝáõÙÝ»ñÇÝ Ñ³Ù³å³ï³ëË³ÝáÕ Ñ³å³íáõÙÝ»ñÁ ·ïÝ»ÉÁª Match the abbrevia-

tions with the definitions: ²é³ç³ñÏÇ áõ Ñ³ñóÙ³Ý ·áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñáõÙ ¨ 

ÁÝ¹Ñ³Ýñ³å»ë ÙÇç³½·³ÛÇÝ å³ÛÙ³Ý³·ñ»ñáõÙ ·áñÍ³ÍíáõÙ »Ý Ñ³å³íáõÙÝ»ñ, 

áñáÝù Ý»ñÏ³Û³óÝáõÙ »Ý ³ñï³ùÇÝ ³é¨ïñÇ å³ñï³íáñ³·ñÇ å³ÛÙ³ÝÝ»ñª Ï³-

ÝáÝ³Ï³ñ·»Éáõ ³åñ³ÝùÝ»ñÇ ³é³ùáõÙÁ ¨ ë³ÑÙ³Ý»Éáõ å³ïíÇñ³ïáõ-Ù³ï³-

Ï³ñ³ñ ÷áË³¹³ñÓ å³ñï³íáñáõÃÛáõÝÝ»ñÁ: ²Ûë Ýå³ï³ÏÝ»ñÇÝ »Ý Í³é³ÛáõÙ 

Ñ»ï¨Û³É Ñ³å³íáõÙÝ»ñÁª FOB (Free on Board), CIF (Cost, Insurance, Freight), 

DAF (Delivered at Frontier), EXW (Ex-Works), FAS (Free Alongside Ship), CFR 

(Cost and Freight), DDU (Delivered Duty Unpaid) ¨ ³ÛÉÝ: Ð³å³íáõÙÝ»ñÇó 

Ûáõñ³ù³ÝãÛáõñÝ ³ñï³óáÉáõÙ ¿ áñáß³ÏÇ å³ÛÙ³Ý, áñáí ³é³çÝáñ¹íáõÙ »Ý Ñ³-

Ù³·áñÍ³ÏóáÕ ÏáÕÙ»ñÁª Áëï Ý³Ë³å³ïíáõÃÛ³Ý Ï³Ù »ñÏÏáÕÙ Ñ³Ù³Ó³ÛÝáõ-

ÃÛ³Ý: ØÇç³½·³ÛÇÝ ³é¨ïñáõÙ ³Ûë Ñ³å³íáõÙÝ»ñÝ ³Ýí³ÝáõÙ »Ý “Incoterms”, 

³ÛëÇÝùÝª “International Commercial Terms”, áñáÝù ²é¨ïñÇ ÙÇç³½·³ÛÇÝ å³É³-

ïÇ ÏáÕÙÇó å³ñµ»ñ³µ³ñ í»ñ³Ý³ÛíáõÙ ¨ Ñ³Ù³ÉñíáõÙ »Ý å³ñï³íáñ³·ñÇ Ýáñ 

å³ÛÙ³ÝÝ»ñáí: ²Ûë Ñ³å³íáõÙÝ»ñÇ ¨ Çñ»Ýó ³ñï³Ñ³Ûï³Í ÇÙ³ëïÝ»ñÇ áõëáõó-

Ù³Ý Ñ³Ù³ñ Ýå³ï³Ï³Ñ³ñÙ³ñ »Ýù ·ïÝáõÙ ³é³ç³ñÏ»É Ñ»ï¨Û³É í³ñ-

ÅáõÃÛáõÝÁª 



131 

 

 

1. FOB a. the seller pays all delivery costs to the port 

2. CIF b. the seller pays all delivery costs, except for import duty, to 

the buyer‟s frontier 

3. DAF c. the seller pays all delivery costs, except for insurance, to a 

named destination 

4. EXW d. the seller pays all delivery costs to a named destination  

5. FAS e. the seller pays all delivery costs to when the goods are on 

board ship 

6. CFR f. the seller pays all delivery costs, except for import duty, to a 

named destination 

7. DDU g. the buyer pays all delivery costs once the goods have left 

the seller‟s factory or warehouse 

 

 (Key: 1.e 2.d 3.b 4.g 5.a 6.c 7.f) 

 

Ð³å³íáõÙÝ»ñÇ ÏÇñ³éáõÃÛáõÝÝ ³é³í»É ³ÏÝ³éáõ ¹³ñÓÝ»Éáõ Ýå³ï³Ïáíª 

Ý»ñÏ³Û³óÝ»Ýù ³é³ç³ñÏÇ ¨ Ñ³ñóÙ³Ý Ý³Ù³ÏÝ»ñáõÙ CIF (Cost, Insurance, 

Freight)ª Í³Ëù, ³å³Ñáí³·ñáõÙ ¨ ÷áË³¹ñ³í³ñÓ å³ñï³íáñ³·ñÇ å³ÛÙ³ÝÇ 

·áñÍ³ÍáõÃÛáõÝÁ, Áëï áñÇ Ù³ï³Ï³ñ³ñÁ í×³ñáõÙ ¿ ³åñ³ÝùÇ ÷áË³¹ñÙ³Ý, 

Ýß³Ý³ÏÙ³Ý í³Ûñ Ñ³ëóÝ»Éáõ ¨ ³å³Ñáí³·ñÙ³Ý Í³Ëë»ñÁª 

1. We enclose our winter catalogue and a price list giving details of CIF London 

prices, discounts and delivery dates. 

2. Please quote us for the supply of the items listed on the enclosed enquiry form, 

giving your prices CIF Odessa. 

øÝÝ³ñÏ»Ýù í³ñÅáõÃÛáõÝÝ»ñÇ Ù»Ï ³ÛÉ ï»ë³Ï, áñÇ Ýå³ï³ÏÝ ¿ áõëáõó³Ý»É 

·áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñÇ µ³ÕÏ³óáõóÇã Ù³ë Ï³½ÙáÕ ÇÙ³ëï³µáí³Ý¹³Ï³ÛÇÝ 

Ï³éáõÛóÝ»ñÁ, áñáÝó Ñ³Ù³ÏóÙ³Ùµ Ñ³Õáñ¹íáõÙ ¿ Ý³Ù³ÏÇ µáí³Ý¹³ÏáõÃÛáõÝÁª 

Ýñ³ ·ÉË³íáñ Ýå³ï³ÏÁ: Î³éáõÛóÝ»ñÇó ß³ï»ñÝ ³ÝÁÝ¹Ù»ç ·áñÍ³ÍáõÃÛ³Ý 

³ñ¹ÛáõÝùáõÙ ¹³ñÓ»É »Ý Ï³Õ³å³ñ³ÛÇÝ µ³é³Ï³å³ÏóáõÃÛáõÝÝ»ñ: ²Û¹ Ï³éáõÛó-

Ý»ñÝ »Ýª ëï³óÙ³Ý Ù³ëÇÝ Ñ³Õáñ¹áÕ /Ñ³ëï³ïáÕ/, ³é³ç³ñÏ Ý»ñÏ³Û³óÝáÕ, 

¹ÇÙáõÙ-ËÝ¹ñ³Ýù ³ñï³Ñ³ÛïáÕ, Ñ³ñóÇ Ï³ñ·³íáñÙ³Ý ¹ÇÙáõÙ-ËÝ¹ñ³Ýù ³ñ-

ï³Ñ³ÛïáÕ, ³ÏÝÏ³ÉÇù ¨ »ñ³ËïÇù ³ñï³Ñ³ÛïáÕ, Ñ³Ù³·áñÍ³ÏóÙ³Ý å³ï-

ñ³ëï³Ï³ÙáõÃÛáõÝ ³ñï³Ñ³ÛïáÕ, Ù»ñÅáõÙ ¨ ³÷ëáë³Ýù ³ñï³Ñ³ÛïáÕ ¨ ³é-

¹ÇñÇ Ù³ëÇÝ Ñ³Õáñ¹áÕ: Î³éáõÛóÝ»ñÇ áõëáõóÙ³Ý Ýå³ï³Ïáí ³é³ç³ñÏáõÙ »Ýù 

Ñ»ï¨Û³É í³ñÅáõÃÛáõÝÁª Match the two parts of the sentencesª 

 

1. We look forward a. hesitate to contact me. 

2. We are pleased to b. the inconvenience this has caused you. 

3. Please contact us c. state your earliest delivery date. 

4. We apologise for d. to hearing from you soon. 

5. You may be 

particularly 

e. apologies for the delay in delivery. 

6. We offer our f. a list of the damaged goods. 

7. We regret that g. would be appreciated. 

8. I am enclosing h. your interest in our company. 
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9. Please do not i. interested in our newest model.  

10. Your prompt reply j. enclose our summer catalogue and a price list. 

11. Will you please k. we cannot accept your order at the requested 

price. 

12. Many thanks for l. if you need any further information. 

  

(Key: 1.d 2.j 3.l 4.b 5.i 6.e 7.k 8.f 9.a 10.g 11.c 12.h)  

 

àõë³ÝáÕÁ ×Çßï Ñ³Ù³Ïó»Éáí Ý³Ë³¹³ëáõÃÛáõÝÝ»ñÇ »ñÏáõ Ï»ë»ñÁª µÝáñá-

ßáõÙ ¿ ëï³óí³Í ÇÙ³ëï³ÛÇÝ Ï³éáõÛóÝ»ñÇ ï»ë³ÏÁ ¨ Ýñ³Ýó Ï³ï³ñ³Í ¹»ñÁ 

·áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñáõÙ: 

¶áñÍ³ñ³ñ Ý³Ù³Ï³·ñáõÃÛ³Ý Ù»ç ·áñÍ³ÍíáÕ ÇÙ³ëï³µáí³Ý¹³Ï³ÛÇÝ 

Ï³éáõÛóÝ»ñÇ Ûáõñ³óáõÙÝ ³Ùñ³åÝ¹»Éáõ Ýå³ï³Ïáíª ³é³ç³ñÏáõÙ »Ýù ¨ë Ù»Ï 

í³ñÅáõÃÛáõÝ, áñÇ å³Ñ³ÝçÝ ¿ ×Çßï Ñ»ñÃ³Ï³ÝáõÃÛ³Ùµ ¹³ë³íáñ»É µ³é»ñÁª The 

words of the sentences are in jumbled order. Put the words in the correct order. The 

first word of the statement is given in capital letterª 

1. early / to / We / forward / your / look / reply 

2. date / Please / your / delivery / state / earliest  

3. be / I / help / if / contact / Please / further / me / of / can 

4. pleased / latest / to / our / enclose / are / catalogue / We / illustrated  

5. apologise / had / any / you / We / have / inconvenience / for 

6. order / forward / from / a / receiving / you / to / We / trial / look  

7. today / Many / have / the / for / received / which / thanks / samples / we  

Î³ï³ñ»Éáí í³ñÅáõÃÛáõÝÁ áõë³ÝáÕÝ»ñÁ å»ïù ¿ Ï³ñáÕ³Ý³Ý Ý³¨ å³ñ½»É, 

Ã» áñ ï»ë³ÏÇ ·áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñáõÙ »Ý ·áñÍ³ÍíáõÙ ëï³óí³Í ÇÙ³ëï³ÛÇÝ 

Ï³éáõÛóÝ»ñÁ Ï³Ù Ï³Õ³å³ñ³ÛÇÝ µ³é³Ï³å³ÏóáõÃÛáõÝÝ»ñÁ:  

ì³ñÅáõÃÛ³Ý ÙÛáõë ï»ë³ÏÁª Fill in the blanks with the correct form of the 

word, áõë³ÝáÕÇó å³Ñ³ÝçáõÙ ¿ Éñ³óÝ»É ïñí³Í µ³éÇ ×ß·ñÇï Ó¨»ñÁ: ²ÛÝ 

ÑÇÙÝí³Í ¿ µ³éÇ µ³é³Ï³½Ù³Ï³Ý ³é³ÝÓÝ³Ñ³ïÏáõÃÛáõÝÝ»ñÇ íñ³ ¨ áõëáõó³-

ÝáõÙ ¿ µ³éÇó Ï³½ÙíáÕ µáÉáñ ÑÝ³ñ³íáñ ËáëùÇ Ù³ë»ñÇ ·áñÍ³ÍáõÃÛáõÝÁ: 

øÝÝ³ñÏ»Ýù ·áñÍ³ñ³ñáõÃÛ³Ý Ù»ç ³é³Ýóù³ÛÇÝ ·áñÍ³ÍáõÃÛáõÝ áõÝ»óáÕ 

“account” µ³éÁ, áñÁ Ùßï³å»ë ³éÏ³ ¿ ·áõÙ³ñÝ»ñÇ Ñ³í³ù³·ñÙ³Ý /·³ÝÓÙ³Ý/ 

Ý³Ù³ÏÝ»ñÇ (Letter of Collection) µáÉáñ ãáñë ï»ë³ÏÝ»ñáõÙª Í³ÝáõóáõÙ 

(Notification), ÑÇß»óáõÙ (Reminder), ËÇëï Í³ÝáõóáõÙ (Urgent notice) ¨ 

í»ñçÝ³·Çñ (Ultimatum):  

(account) 1._________________ is a system for controlling, analysing and 

communicating financial information. 2.___________________ use the information in 

____________________ to construct financial statements. 3. He is 

_____________________for the safety of the freight. 4. Generally accepted 

_____________________ principles (GAAP) are standard rules and methods for 

producing reports. 5. _____________________ is required from both parties. 

 

(Key: 1. accounting 2. accountants, accounts 3. accountable 4. accounting 5. 

accountability) 

²ÛëåÇëáí, “account”ª §Ñ³ßÇí, Ñ³ßí»ïíáõÃÛáõÝ¦ µ³éÇó Ï³½ÙíáõÙ ¿ 

“accountable”ª §Ñ³ßí»ïáõ, å³ï³ëË³Ý³ïáõ¦, “accountability”ª §Ñ³ßí»ïíáõ-
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ÃÛáõÝ, å³ï³ëË³Ý³ïíáõÃÛáõÝ¦, “accountant”ª §Ñ³ßí³å³Ñ¦, “accounting”ª 

§Ñ³ßí³å³Ñ³Ï³Ý Ñ³ßí³éáõÙ, Ñ³ßí³å³ÑáõÃÛáõÝ, Ñ³ßí³ñÏáõÙ, Ñ³ßí³éáõÙ¦ 

µ³é»ñÇ ß³ñùÁ:  

“Account” µ³éÇ ·áñÍ³ÍáõÃÛáõÝÝ ³é³í»É ³ÏÝ³éáõ ¹³ñÓÝ»Éáõ Ýå³ï³Ïáí 

Ý»ñÏ³Û³óÝ»Ýù ·áõÙ³ñÝ»ñÇ Ñ³í³ù³·ñÙ³Ý /·³ÝÓÙ³Ý/ í»ñáÝßÛ³É ãáñë ï»ë³-

ÏÇ Ý³Ù³ÏÝ»ñÇó ûñÇÝ³ÏÝ»ñª  

1. According to our records the Account No. S8456 dated November 29, 2010 has 

not been settled.  

 We are looking forward to an early settlement of this account. 

2. Should you however have settled the account since this letter was written, 

please disregard our  reminder.  

3. According to our records, you have not yet settled the account.  

4. We have asked you repeatedly to settle your outstanding account for $3,750. 

ì³ñÅáõÃÛ³Ý Ñ³çáñ¹ ï»ë³ÏÁ ëïáõ·áõÙ ¿ áõë³ÝáÕÝ»ñÇ áõÝ»ó³Í ï»ë³Ï³Ý 

·Çï»ÉÇùÝ»ñÁª Ý³Ù³ÏÝ»ñáõÙ ·áñÍ³ÍíáÕ µ³é³å³ß³ñÇ, ÇÙ³ëï³ÛÇÝ áõ ù»ñ³-

Ï³Ý³Ï³Ý Ï³éáõÛóÝ»ñÇ ¨ á×³Ï³Ý ³é³ÝÓÝ³Ñ³ïÏáõÃÛáõÝÝ»ñÇ í»ñ³µ»ñÛ³É: 

ì³ñÅáõÃÛ³Ý å³Ñ³ÝçÝ ¿ª Read the following statements and decide which are 

True and which are False. Correct the false statementsª  

1. A courteous tone is very important to the success of the message. 

2. Negative words in business letters influence immediately, making the recipient 

respond promptly. 

3. Always make sure your letter is 100% correct in spelling, grammar and facts. 

4. The use of positive alternatives of expression for negative ideas is misleading.  

5. When you write a business letter, imagine that you are in the reader‟s position. 

6. The use of contractions and informal expressions is inevitable in formal letters.  

7. The use of the passive voice is relevant if you just emphasise the mistake or the 

problem. 

8. The salutation Dear Sir/Madam matches with the complimentary close Yours 

faithfully. 

9. The layout and the contents of the letter give the recipient the first impression 

of your company‟s efficiency. 

10. The signature block doesn‟t tell the recipient about your position.  

 

(Key: 1.T 2.F 3.T 4.F 5.T 6.F 7.T 8.T 9.T 10.F) 

 

àõë³ÝáÕÇó å³Ñ³ÝçíáõÙ ¿ áã ÙÇ³ÛÝ ï³ñµ»ñ»É ×ß·ñÇï ¨ ëË³É ï»Õ»-

Ï³ïíáõÃÛáõÝ å³ñáõÝ³ÏáÕ Ý³Ë³¹³ëáõÃÛáõÝÝ»ñÁ, ³ÛÉ¨ áõÕÕ»É ëË³É ï»Õ»Ï³-

ïíáõÃÛáõÝÁª Ý»ñÏ³Û³óÝ»Éáí ÁÝ¹áõÝ»ÉÇ ï³ñµ»ñ³Ï:  

²é³ç³ñÏíáÕ Ñ³çáñ¹ í³ñÅáõÃÛáõÝÁ ÑÇÙÝí³Í ¿ “order” µ³éÇ ß³ñ³Ï³ñ-

·³ÛÇÝ ³é³ÝÓÝ³Ñ³ïÏáõÃÛáõÝÝ»ñÇ íñ³ ¨ ëïáõ·áõÙ ¿ ×Çßï µ³Û³Ó¨»ñ Ï³½Ù»Éáõ 

·áñÍÝ³Ï³Ý ÑÙïáõÃÛáõÝÝ»ñÁ: “Order” µ³½ÙÇÙ³ëï µ³éÁ ³é³Ýóù³ÛÇÝ ¹»ñ áõÝÇ 

·áñÍ³ñ³ñáõÃÛ³Ý Ù»ç` ·áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñáõÙ Ñ³Ý¹»ë ·³Éáí §å³ïí»ñ, 

å³ïíÇñ»É, å³ïí»ñ ï³É¦ ÇÙ³ëïÝ»ñáí: ì³ñÅáõÃÛ³Ý ÑÇÙùáõÙ ÁÝÏ³Í ¿ V+an 

(the) order Ï³éáõÛóÁ, áñáí Ï³½Ùí³Í µ³é³Ï³å³ÏóáõÃÛáõÝÝ»ñÝ ³ñï³Ñ³ÛïáõÙ 

»Ý å³ïí»ñÇÝ ³éÝãíáÕ µáÉáñ ÑÝ³ñ³íáñ ÇÙ³ëïÝ»ñÁ, ÇÝãåÇëÇù »Ýª §å³ïí»ñ 

ï³É, å³ïí»ñÁ ÁÝ¹áõÝ»É, Ñ³ëï³ï»É, Ï³ï³ñ»É, ³é³ù»É, ã»ÕÛ³É Ñ³Ù³ñ»É ¨ 
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Ù»ñÅ»É¦: ì³ñÅáõÃÛ³Ý å³Ñ³ÝçÝ ¿ª Complete the sentences with the correct 

forms of the verbs. The verbs are used with the noun order: îñí³Í µ³é»ñÇ 

ß³ñùÝ ¿ª acknowledge, ship, place, decline, confirm, cancel, process: 

1. On May 14 we _________________ an order for 80 copies of that coursebook.  

2. We prefer _________________ the order since you cannot supply the quantity 

required before  the end of November.  

3. I am writing ____________________ your order which we received this 

morning.  

4. We are pleased to inform you that your order __________________ yesterday.  

5. Your order _____________________ upon receipt of your payment.  

6. Please _________________ your order in writing as soon as possible.  

7. We are sorry _________________ your order since that particular model is not 

currently in stock.  

 

(Key: 1. placed 2. to cancel 3. to acknowledge 4. was shipped 5. will be processed 

6. confirm 7. to decline) 

 

¶áñÍ³ñ³ñ Ý³Ù³ÏÝ»ñÇ ³Ýµ³Å³Ý»ÉÇ Ù³ë »Ý Ï³½ÙáõÙ ù³Õ³ù³í³ñÇ ¹Ç-

ÙáõÙ-ËÝ¹ñ³Ýù Ï³Ù Ñ³ñóáõÙ ³ñï³Ñ³ÛïáÕ Ï³éáõÛóÝ»ñÁ: ¶áñÍ³ñ³ñ Ý³Ù³Ï-

Ý»ñáõÙ ù³Õ³ù³í³ñÇ á×Á ÑÇÙÝ³Ï³ÝáõÙ å³Ñå³ÝíáõÙ ¿ »Õ³Ý³Ï³íáñáÕ 

will/would/could ¨ “please” µ³Û»ñÇ ·áñÍ³ÍáõÃÛ³Ý Ù»Í Ñ³×³Ë³Ï³ÝáõÃÛ³Ý 

ßÝáñÑÇí: ²é³ç³ñÏíáÕ í³ñÅáõÃÛ³Ý Ù»ç áõë³ÝáÕÁ Ñ»ï¨»Éáí óáõóáõÙÝ»ñÇÝ 

å»ïù ¿ å³ßïáÝ³Ï³Ý á×ÇÝ Ñ³Ù³å³ï³ëË³Ý ù³Õ³ù³í³ñÇ ¹ÇÙáõÙ-ËÁÝ¹-

ñ³Ýù Ó¨³Ï»ñåÇ: ²ÛÝ Ï³ñ»ÉÇ ¿ Ï³½Ù»É áã ÙÇ³ÛÝ Ñ³ñó³Ï³Ý, ³ÛÉ¨ Ñ³ëï³-

ï³Ï³Ý Ý³Ë³¹³ëáõÃÛáõÝÝ»ñÇ ÙÇçáóáíª ·áñÍ³Í»Éáí “We would appreciate it if 

...”, “We would be grateful if ...”, “I would ask you to ...”, “We are interested in ...” ¨ 

³ÛÉ ÝÙ³Ý³ïÇå Ï³éáõÛóÝ»ñ: ì³ñÅáõÃÛ³Ý å³Ñ³ÝçÝ ¿ª Change the instructions 

into polite requests. The beginning of each sentence is givenª  

1. Ask them to let us have their latest catalogue and a price list. 

 Would you please ______________________________________________?  

2. Ask them for a quantity discount as we are going to place a large order. 

 Could you please ______________________________________________? 

3. Ask them to send us some samples. 

 Would you please ______________________________________________? 

4. Say it would be a lot of help if they could replace the damaged goods. 

 We would appreciate it __________________________________________. 

5. Say we would like to see their newest models. 

 We are interested ______________________________________________. 

6. Ask them to state their terms of payment and delivery. 

 Will you please ________________________________________________? 

7. Ask when they will process our order. 

I am writing to enquire __________________________________________.  

ØÇ³Ý·³Ù³ÛÝ ³ñ¹ÛáõÝ³í»ï »Ý Ý³Ù³ÏÝ»ñÇ Ã³ñ·Ù³Ý³Ï³Ý í³ñÅáõÃÛáõÝ-

Ý»ñÁ, ÇÝãå»ë ³Ý·É»ñ»ÝÇó Ñ³Û»ñ»Ý, ³ÛÝå»ë ¿É Ñ»ï³¹³ñÓ Ã³ñ·Ù³ÝáõÃÛáõÝÁ: 

²ñ¹ÛáõÝùáõÙ ëïáõ·íáõÙ ¿ Ù³ëÝ³·Çï³Ï³Ý µ³é³å³ß³ñÇ, ÇÙ³ëï³ÛÇÝ ¨ ù»ñ³-

Ï³Ý³Ï³Ý Ï³éáõÛóÝ»ñÇ ÇÙ³óáõÃÛáõÝÁ: Ü³Ù³ÏÝ ³Ý·É»ñ»ÝÇó Ñ³Û»ñ»Ý Ã³ñ·-



135 

 

Ù³Ý»ÉáõÝ ½áõ·ÁÝÃ³ó Ï³ñ»ÉÇ ¿ Ý³¨ Ñ³ÝÓÝ³ñ³ñ»É Ý³Ù³ÏÇ ï»ùëïÁ µ³Å³Ý»É 

å³ñµ»ñáõÃÛáõÝÝ»ñÇ` ³é³ÝÓÝ³óÝ»Éáí Ý³Ë³µ³ÝÁ, ÑÇÙÝ³Ù³ëÁ ¨ í»ñç³µ³ÝÁ, 

³ÛëÇÝùÝ` Ý³Ù³ÏÇ ·ÉË³íáñ áõÕ»ñÓÁ, ÷³ëï»ñÁ ¨ Ñ³ëó»³·ñáÕÇ ³ñï³Ñ³Û-

ï³Í ³ÏÝÏ³ÉÇùÁ: ì³ñÅáõÃÛ³Ý å³Ñ³ÝçÝ ¿` Translate the letter into Armenian. 

Start new paragraphs where appropriate: Ð»ï³¹³ñÓ Ã³ñ·Ù³ÝáõÃÛáõÝÁ` Trans-

late the letter into English, Ñ³ÝÓÝ³ñ³ñíáõÙ ¿ áñå»ë ³Ý·É»ñ»Ý ·ñ³íáñ ËáëùÇ 

ÑÙïáõÃÛáõÝÝ»ñÝ ³Ùñ³åÝ¹áÕ í³ñÅáõÃÛáõÝ, áñÝ ³å³ÑáíáõÙ ¿ áõëáõóÙ³Ý ³é³-

í»É³·áõÛÝ ³ñ¹ÛáõÝ³í»ïáõÃÛáõÝ:  

²ÛëåÇëáí, ³Ý·É»ñ»Ý ·áñÍ³ñ³ñ Ý³Ù³Ï³·ñáõÃÛ³Ý µ³é³å³ß³ñÇ áõëáõó-

Ù³Ý ·áñÍÁÝÃ³óùáõÙ Ñ³ßíÇ »Ý ³éÝíáõÙ µ³é»ñÇ ÇÙ³ëï³ÛÇÝ, µ³é³Ï³½Ù³Ï³Ý 

¨ ß³ñ³Ï³ñ·³ÛÇÝ ³é³ÝÓÝ³Ñ³ïÏáõÃÛáõÝÝ»ñÁ: ²é³ç³ñÏíáÕ í³ñÅáõÃÛáõÝÝ»ñÇ 

ï»ë³ÏÝ»ñÁ ÃáõÛÉ »Ý ï³ÉÇë ³ñ¹ÛáõÝ³í»ï ¹³ñÓÝ»É ³é¨ïñ³ÛÇÝ áÉáñïÇ ·áñ-

Í³ñ³ñ Ý³Ù³ÏÝ»ñáõÙ ·áñÍ³ÍíáÕ µ³é³ÛÇÝ ß»ñï»ñÇ, ïÝï»ë³·Çï³Ï³Ý ï»ñ-

ÙÇÝÝ»ñÇ, ù»ñ³Ï³Ý³Ï³Ý ¨ ÇÙ³ëï³µáí³Ý¹³Ï³ÛÇÝ Ï³éáõÛóÝ»ñÇ áõëáõóáõÙÁ: 

Ü»ñÏ³Û³óíáÕ í³ñÅáõÃÛáõÝÝ»ñÝ áõÕÕí³Í »Ý ·áñÍ³ñ³ñ Ý³Ù³Ï³·ñáõÃÛ³Ý ï»-

ë³Ï³Ý ¨ ·áñÍÝ³Ï³Ý ·Çï»ÉÇùÝ»ñÇ Ûáõñ³óÙ³ÝÝ áõ ëïáõ·Ù³ÝÁ: 
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З. ВАРТАПЕТЯН – Oбучениe лексике деловых писем на английском языке. – 

В данной статье рассматриваются особенности преподавания лексики деловой 

переписки как подтипа официально-делового стиля на экономических факультетах 

вузов. Изучение деловой переписки является неотъемлемой частью курса делового 

английского. Различные типы упражнений, используемые в процессе обучения, 

направлены на формирование и расширение словарного запаса в области экономики 

и бизнеса, развитие навыков составления коммерческих писем, а также повышение 

эффективности преподавания. Ведение деловой корреспонденции требует глубокого 

знания экономических и коммерческих терминов, стереотипных выражений, опре-

деленных грамматических и семантических конструкций. Предложенные упражне-

ния основаны на семантических, словообразовательных и синтагматических особен-

ностях, присущих деловой лексике, и способствуют усвоению и проверке тео-

ретических знаний и практических навыков деловой переписки. 
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Z. VARTAPETIAN – Teaching Business Letter Vocabulary in English. – The 

paper is devoted to vocabulary teaching of business correspondence as a substyle of 

official-business documents. Business letter writing is an important part of Business 

English Course in Faculty of Economics. As part of learning process a number of 

exercises are used to enrich business vocabulary, to develop skills of commercial letter 

writing and to raise teaching efficiency. Business letter writing requires profound 

knowledge of business terms, clichés, grammatical and semantic structures. The proposed 

exercises are based on semantic, word-formation and syntagmatic peculiarities of business 

vocabulary and promote acquisition of both theoretical and practical skills of business 

correspondence.  

Key words: business correspondence, vocabulary teaching, types of exercises, 
business terms, semantic structures, collocations, peculiarities of word-formation  


